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What areWhat are
“Hard to Reach” Markets?“Hard to Reach” Markets?

Markets (consumers) not typically Markets (consumers) not typically 
reached through conventional retail reached through conventional retail 
channelschannels

Lower income demographicsLower income demographics
EthnicEthnic

•• HispanicHispanic
•• AsianAsian
•• OtherOther

Rural locationsRural locations



Typical Channels for purchase of Typical Channels for purchase of 
ENERGY STAR ® CFLsENERGY STAR ® CFLs

MASS/DIYMASS/DIY
HardwareHardware
Grocery/Drug Grocery/Drug 
Lighting ShowroomLighting Showroom



Accessing Ethnic and Low Income Accessing Ethnic and Low Income 
Markets/DemographicsMarkets/Demographics

The KeysThe Keys
AvailabilityAvailability
AffordabilityAffordability
EducationEducation
Creativity (nontraditional channels)Creativity (nontraditional channels)



AvailabilityAvailability

HispanicHispanic
AsianAsian
OtherOther



AffordabilityAffordability

Retailer Commitment Retailer Commitment 
Discount storesDiscount stores



EducationEducation



Using Nontraditional Marketing Using Nontraditional Marketing 
Channels Channels 

School fundraisersSchool fundraisers
InstitutionalInstitutional
•• CommunityCommunity
•• ChurchChurch
•• Outreach eventsOutreach events
•• Bulk Sales Bulk Sales 
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